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Bradenton, FL Restaurant Resale: A Multi-Unit
Owner Downsizes and a First-Time Buyer Steps In

Bradenton, FL Restaurant Resale Michael and Abby Spizzirri

Location ',,(‘ll('T\/})l‘ WSR FL Sarasota Tampa East and West

The Opportunity

Some restaurants come to market because the numbers stopped working. Others come to market because life
changed for the owner. This Bradenton restaurant resale, closed by Michael and Abby Spizzirri, the Restaurant Brokers
for WSR FL Sarasota Tampa East and West, belongs firmly in the second group.

Bradenton sits in one of Florida's strongest restaurant corridors, the Gulf Coast stretch running between Sarasota and
Tampa. Year round residents, steady seasonal traffic, and continued population growth keep demand high for
proven locations in this market. This listing came to market with strong sales, a loyal customer base, and a
location people notice, which is a combination buyers ask for constantly and rarely find in one deal.

Why the Owner Sold

The seller was an experienced restaurant owner with multiple locations in his portfolio. The decision to sell this
one had nothing to do with performance. His brother, who ran the restaurant day to day, became ill, and the owner chose
to downsize and focus his attention on the rest of his holdings.

For buyers, that is important context. The business was not being offloaded because of a problem in the
operation. It came to market because a multi unit operator made a deliberate decision to shrink his footprint,
which is one of the most common and least understood reasons a healthy restaurant sells.

The Buyer
The new owner is a first time restaurant owner, stepping into the industry for the first time and genuinely excited

about the opportunity in front of him. What sold him was straightforward: great sales, loyal customers, and a
beautiful location.

That is the profile the Restaurant Brokers encourage first time buyers to pursue. Buying an established restaurant
means revenue on day one, a customer base already built, and a space already permitted and equipped, instead
of the construction costs, permitting delays, and slow ramp up that come with an empty shell.

The Sale

Michael and Abby Spizzirri of WSR FL Sarasota Tampa East and West managed a confidential sale that
protected the seller's staff, customers, and vendor relationships, then guided a first time buyer through
financials and due diligence, lease assignment and landlord approval, escrow, and closing.

Listing #35479 closed as another successful Bradenton restaurant resale for We Sell Restaurants, with
the seller exiting on his own terms and the new owner taking over a business that was already working.



Key Takeaways
o Healthy restaurants sell for personal reasons. This owner downsized because of a family iliness, not because the
business was struggling.

o Firsttime buyers can buy proven restaurants. Strong sales and a loyal customer base are available to new
owners, not just to experienced operators.

Multi unit operators regularly refine their footprint. Those decisions create some of the best opportunities on the
market for incoming buyers.

Confidentiality protects value. A managed process keeps staff, customers, and vendors in place through the
transition.

Local broker expertise matters. Michael and Abby Spizzirri of WSR FL Sarasota Tampa East and West connected the
right buyer to the right business.

Frequently Asked Questions

Can a first time buyer purchase an established, profitable restaurant?

Yes. This Bradenton sale closed with a first time restaurant owner buying a location with strong sales and a loyal
customer base. A Restaurant Broker guides a first time buyer through financing, due diligence, and lease
assignment.

Why would an owner sell a restaurant that is doing well?

Personal circumstances. This seller owned multiple restaurants and chose to downsize after his brother, who ran the
location, became ill. Strong restaurants come to market for reasons that have nothing to do with performance.

Do I need restaurant experience to buy a restaurant?

No. Buyers come to the industry from every background, and this Bradenton buyer had none. An established
restaurant with proven systems, trained staff, and existing customers is the safest entry point for a first time owner.

Canl get financing to buy an existing restaurant?

Often yes. Established, profitable restaurants with documented earnings are attractive to lenders, and SBA backed
loans are a common path for qualified buyers. Clean financials on the seller's side make the process much
smoother.

What should a first time buyer look for in a restaurant for sale?

Consistent sales history, a repeat customer base, a lease with real term remaining, and a location that draws traffic
on its own. This listing offered all four, which is why it attracted a first time buyer.

What happens to the staff when a restaurant changes hands?

In most resales the team stays. A confidential sale process keeps the transition quiet until closing, so the new owner
inherits an experienced crew and the business keeps running without interruption.
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